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Gender and New Venture Outcomes: Not Better or Worse, Just Different 
Abstract 
We investigate how differences in the goals of male and female entrepreneurs affect business 
resources, outcomes and satisfaction with those outcomes.  To investigate this topic we use 
the CAUSEE database to access a longitudinal sample of 247 female-controlled and 332 
male-controlled young Australian firms.  We find that female entrepreneurs are less 
motivated by business growth, invest less time developing their businesses and yet even when 
profits are lower they are more satisfied with their profit performance.  Our results support 
prior qualitative studies indicating that female business owners want greater flexibility and 
manageability in terms of balancing their family and work responsibilities.  Our findings also 
suggest that future dialogue on firm performance should include an analysis of the 
entrepreneur’s achievement in terms of both financial and personal goals.  
Introduction 
There has been a long debate over the relative performance of female and male entrepreneurs 
(Brush 1992; Cliff 1998; de Bruin et al. 2006; Fischer et al. 1993; Minniti and Arenius 2003).  
Initially differences were noted in the size of male versus female businesses (Fischer 1992; 
Fischer et al. 1993), their speed of growth (Fischer et al. 1993), and their financial 
performance (Klapper and Parker 2010), or in all of these dimensions (Minitti et al. 2005).  
Ahl’s (2006) discourse analysis challenges this debate, which discusses entrepreneurship in 
masculine terms and focuses the dialogue on issues of firm performance and growth.  Ahl 
(2006, p.597) notes that the results of much prior research suggests that ‘the differences 
between individuals, even within the same sex, are invariably much larger than the average 
difference, if any, between the sexes’. 
Recently Valencia (2007) conducted a review comparing male and female entrepreneurs and 
their firms using Gartner’s (1985) four-dimensional conceptual framework.  Valencia (2007) 
concludes that on the individual dimension research shows no major difference in 
characteristics between male and female entrepreneurs except in the areas of experience and 
education.  On the organisational dimension women tend to start with their domestic partner, 
while men form larger associations (Rosa and Hamilton 1994).  Women also tend to use 
product-service quality strategies (Minitti et al. 2005) desire slower growth (Cliff 1998) and 
prefer less borrowings (Watson 2006).   
Although Valencia (2007) suggests that the process dimension is under researched, we do 
know that women spend less time elaborating their business plan, need more external capital, 
hire less and take longer to proceed through initiation activities (Alsos and Ljunggren 1998).  
Finally, on Gartner’s (1985) environmental dimension, the available evidence suggests that 
formal lenders prefer larger businesses which can disadvantage women’s smaller businesses 
(Coleman 1998) and, in terms of networks, women prefer informal associations with same-
gender members (Aldrich 1989; Moore and Buttner 1997).   
In their recent review of prior studies examining firm performance, Klapper and Parker 
(2010, p.7) conclude that ‘women entrepreneurs tend to underperform relative to their male 
counterparts’.  However, Robb and Watson (2011) argue that much of this prior research has 
been based on inappropriate performance measures and that when performance is evaluated 
on the basis of return on total assets (a measure commonly used for assessing large firm 
performance) female entrepreneurs perform equally as well as male entrepreneurs.   
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Further, as noted by Ahl (2006), the assumption in much of the prior research seems to be 
that financial performance is the major goal of all entrepreneurs.  However, men and women 
typically have different family responsibilities, potentially leading to them having different 
goals for their firms (Buttner and Moore 1997).  For example, researchers have noted 
differences in the motivation and intentions of male and female business owners (Buttner and 
Moore 1997; Cliff 1998; Jennings and McDougald 2007; Kepler and Shane 2007), with men 
typically reporting greater interest in business growth and women emphasizing the need for 
greater flexibility and manageability.   
Goal Setting Theory (GST) proposes that goals direct attention, mobilize action, affect 
persistence and directs strategy development towards goal achievement (Locke and Latham 
2002).  This implies that goals will influence not only how business owners operate, but also 
how they evaluate their firm’s performance.  Women leaving employment for 
entrepreneurship report their most important motivations are the desire for challenge and self-
determination and the desire to balance family and work responsibilities.  ‘These 
entrepreneurs measure success in terms of self-fulfilment and goal achievement.  Profit and 
business growth, while important, were less substantial measures of their success’ (Buttner 
and Moore 1997, p.34).   
Differences in the goals of men and women could explain differences, not only in the 
resources they use and the outcomes they achieve, but also in the business owner’s 
satisfaction with her/his firm’s performance; however, these interrelationships have not been 
investigated to date.  Therefore, this study seeks to investigate how differences in the goals of 
male and female entrepreneurs affects their: acquisition of resources; business performance; 
and satisfaction with their business outcomes.  We investigate this topic by comparing the 
business goals, resources, performance and satisfaction for a longitudinal sample of 236 
female-controlled and 333 male-controlled young Australian firms using a variety of both 
quantitative and qualitative (satisfaction) measures of firm performance.  The major 
contribution of this study, therefore, is to identify differences in the goals of male and female 
entrepreneurs and how such differences are likely to affect the acquisition of resources, firm 
performance and ultimately the entrepreneur’s satisfaction with her/his firm’s performance.  
Our results suggest there is a need to consider a broader range of performance objectives 
beyond the strictly financial goals that have typically been assessed in prior studies 
comparing the performances of female- and male-controlled firms.   
In the next section we provide a brief literature review leading to the development of a 
number of hypotheses.  This is followed by a description of the data and methods used to 
examine the performance of our sample of female- and male-controlled new ventures.  Our 
results are then presented and discussed.  We conclude with a summary of our key findings 
and implications, together with the study’s limitations and suggestions for future research.  
Conceptual Background and Hypothesis Development 
In this section we develop a number of hypotheses using the theoretical model depicted in 
Figure 1 suggesting that the entrepreneur’s gender affects her/his goals which, in turn, 
affects: resources devoted to the firm; firm performance; and satisfaction with performance 
outcomes.   
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Figure 1: Theoretical model 
 
The affect of gender on goals 
Goal theory suggests that ‘goals serve a directive function; they direct attention and effort 
toward goal-relevant activities and away from goal-irrelevant activities’ (Locke and Latham 
2002, p.706).  The need for a proper understanding of SME owner goals prior to assessing 
SME performance is summed up in the following quote by Cooper (1993, p.241): 
many entrepreneurs pursue personal goals, some of which are non-economic 
in nature.  Thus, decisions about whether to found ventures, about how 
vigorously to grow them, or about whether or not to close down marginal 
businesses are all influenced by the personal values of entrepreneurs.  
This proposition is confirmed in a recent study by Kepler and Shane (2007) reporting that 
male entrepreneurs scored significantly more highly than female entrepreneurs on a scale 
measuring the extent to which the motivation for starting their business was to make money 
Jennings and McDougald (2007) point to numerous studies indicating that many individuals 
(and particularly women) are motivated to start new ventures by a desire to achieve a better 
balance between work and family.  Again, this proposition is confirmed by Kepler and Shane 
(2007) who found that female entrepreneurs scored significantly higher on a scale measuring 
the motivation for starting their business was to have more flexibility for personal and family 
life.  Similarly, Buttner and Moore (1997) found that women’s motivation for starting a 
business included the desire to balance family and work responsibilities.  For this reason 
‘[c]lassical models, which assume money as the primary motive for entrepreneurial activity, 
require re-examination’ (Amit et al. 2001, p.139).   
Hence we predict that gender affects the entrepreneur’s goals such that, compared to male 
entrepreneurs, female entrepreneurs are more likely to focus on business manageability than 
on business growth.  This gives rise to the following hypotheses: 
H1a:  Female entrepreneurs are more likely to aim for business manageability 
compared to male entrepreneurs.  
H1b:  Female entrepreneurs are less likely to aim for business growth compared to 
male entrepreneurs. 
The effect of goals on resources devoted to business 
The goals of an entrepreneur will direct her/his behaviour towards goal fulfilment (Baum and 
Locke 2004; Baum et al. 2001; Locke and Bryan 1969) and, in turn, are likely to affect the 
resources devoted to the business.  For example, Cliff (1998) argues that growth is not a 
naturally occurring phenomenon but, rather, it is the product of the entrepreneur’s 
PerformanceGoals Resources
Gender
Satisfaction
H1 H2 H4H3
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motivations and intentions.  Further, Cliff (1998, p.523) suggests that female owners are 
more likely than their male counterparts to take a managed approach to growing their firms, 
preferring to ‘adopt a slow and steady rate of expansion,’ and set lower growth thresholds to 
ensure their business remains at a size the owner is comfortable managing.  Similarly, 
Jennings and McDougald (2007) note that achieving an appropriate work-family balance is 
both an important goal and a key success criterion for many entrepreneurs.  While Jennings 
and McDougald (2007) suggest that the desire to achieve an appropriate work-family balance 
applies to both female and male entrepreneurs, Kepler and Shane (2007) report that spending 
time with one’s family is significantly more important to female entrepreneurs.  Similarly, 
Robb and Watson (2011) report that, compared with male owners, female owners worked 
fewer hours per week in their new ventures.   
We propose, therefore, that women who are trying to balance starting a new business against 
their responsibilities at home will spend less time (devote fewer resources to) working in the 
business than male entrepreneurs; who typically are more interested in growth.  This gives 
rise to the following hypothesis 
H2:  Female entrepreneurs will work fewer hours per week in their business than 
male entrepreneurs.  
The effect of goals on firm performance 
Studies comparing the performance of male- and female-controlled firms consistently report 
that businesses headed by women tend to be smaller, in terms of both business inputs 
(assets/sales) and business outputs (profits), than those headed by men (Cliff 1998; Jennings 
and McDougald 2007; Kepler and Shane 2007; Robb and Watson 2011; Watson 2002).  
However, when performance is assessed on the basis of return on assets (ROA), which relates 
outputs (profits) to inputs (assets), the evidence suggests no difference in performance by 
gender (Robb and Watson 2011; Watson 2002).  Further, although females entrepreneurs 
might prefer slower growth this does not necessarily mean that the survival rates of their 
firms will be any lower than for male entrepreneurs.  Indeed, recent evidence suggests no 
difference in the survival rates of female- and male-owned new firms (Robb and Watson 
2011; Sabarwal and Terrell 2008; Watson 2003).  This gives rise to the following hypotheses: 
H3a:  Firms owned by a female will have fewer total assets and lower profits 
compared to firms owned by a male, resulting in similar return on assets. 
H3b:  The survival rate for female- and male-owned firms will be the same. 
The effect of goals on satisfaction with firm performance 
Given that each SME owner is likely to have a unique set of goals related to his/her 
individual situation (Naffziger et al. 1994) we would argue that the performance of a SME 
can only be appropriately assessed based on the extent to which those specific goals have 
been (are being) met (Murphy et al. 1996).  A goals based approach to assessing performance 
might also help clarify why businesses run by women appear to perform relatively poorly on 
some quantitative financial measures (Loscocco et al. 1991), even after controlling for 
confounding variables such as industry and age (Fasci and Valdez 1998, 2004; Rosa et al. 
1996).  Similarly, a goals based approach might explain variations in the performance of 
family businesses (Andersson et al. 2002; Chua et al. 1999; Daily and Dollinger 1993).   
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Further, examination of the SME literature suggests that the goals and expectations of owner-
operators impact on how they evaluate their firm’s performance.  For example, Buttner and 
Moore (1997, p.34) discovered that female small business owners measure success in terms 
of ‘self-fulfilment and goal achievement.  Profits and business growth, while important, were 
less substantial measures of their success.’  However, in spite of this acknowledgement of the 
importance of non-financial goals, it seems that: 
Studies on entrepreneurs have adopted a limited view of success, focusing 
almost exclusively on their business success as indexed by ‘hard’ measures of 
firm performance.  With limited exceptions, these studies have generally 
ignored the ‘softer’ more personally defined criteria of success that reflect the 
internal career. 
(Parasuraman et al. 1996, p.276) 
If we accept that an entrepreneur’s level of satisfaction with a given venture outcome will 
depend on her/his goals when initiating a new venture, then it seems reasonable to suggest 
that it is unlikely there will be a significant difference between male and female entrepreneurs 
in terms of their satisfaction with the outcomes of their business, except where there are 
differences in the levels of goal achievement.  Given that female entrepreneurs typically 
prefer lower growth (which would normally also mean lower profits), it is reasonable to 
suggest that females will be more satisfied with lower profits than is likely to be the case for 
males.  This gives rise to the following hypothesis: 
H4:  When business performance is low female entrepreneurs are more likely to be 
satisfied with their firm’s performance compared to male entrepreneurs.  
Method 
Due to data limitations, it is often difficult to undertake a robust comparison of gendered 
business performance due to the heterogeneous nature of entrepreneurship which requires the 
collection of many explanatory factors.  There is also the added difficulty of collecting a 
random sample of firms.  Many surveys suffer from success bias because they only access 
surviving businesses, thereby ignoring businesses that have failed.  To address this issue we 
use data from the CAUSEE (The Comprehensive Australian Study of Entrepreneurial 
Emergence) database of 561 young firms who were identified through a random survey of the 
Australian population and were then tracked over a three-year period; thus providing the 
ability to identify both closed and surviving firms.  The CAUSEE panel data was collected 
through telephone surveys.   
In addition to comparing the performance of female- and male-controlled new ventures using 
traditional quantitative financial indicators (such as ROA) we also consider qualitative 
(satisfaction) indicators.  The satisfaction indicators we assess imply a broader range of 
performance objectives beyond the strictly financial goals that have typically been assessed in 
prior studies comparing the performances of female- and male-controlled firms.  
Variables 
Two dummy variables are used for gender comparisons. ‘Female entrepreneur’ was coded 1 
when a female answered the survey and 0 for male respondents.  ‘Female business’ was 
coded 1 when the female who answered the survey also had a 50% or larger share of 
ownership in the business, and 0 otherwise.  When comparing individual level variables, such 
as the entrepreneur’s goals or satisfaction, ‘Female entrepreneur’ is used for the comparison. 
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When comparing firm level variables, such as the firm’s assets or profits, ‘Female business’ 
is used for the comparison.  
Entrepreneurial goals were measured by asking respondents which of two options best 
describes their preference for the future size of their business.  If respondents answered ‘I 
want this new business to be a large as possible’ ‘Goal large’ was coded 1 otherwise it was 
coded 0. If they answered ‘I want a size I can manage myself or with a few key employees’ 
‘Goal manageable’ was coded 1, otherwise it was coded 0.  
Entrepreneurial resources were represented by the Hours worked per week in year 1.  This 
data was collected by asking ‘How many hours per week do you currently work for this 
business?’  
Entrepreneurial performance was assessed by Assets, Profits, ROA for years 1 to 3, Sharpe 
ratio for years 1 to 3 and Survival rate to year 3.  Total Assets were gathered by asking ‘How 
much money or financial resources of any kind have you invested in this business so far, 
including any loans, equity and expenditures made to help the business get started?’  ROA 
was calculated by dividing the profit by the total assets (equity and loans) of the business 
(Robb and Watson 2011).  The Sharpe ratio is the mean profit over years 1 to 3 divided by 
the standard deviation in those annual profits and provides a risk-adjusted measure of firm 
performance (Robb and Watson 2011).   
Entrepreneurial satisfaction was represented by Satisfaction with profit, sales, cash flow and 
growth in the company’s value.  These were coded from 1 to 5 (‘Much worse than expected’ 
to ‘Much better than expected’).   
Analysis 
The goal of this research is to determine if there are significant differences between males 
and female business owners or male-owned and female-owned firms.  To achieve this goal 
the data was analysed using the two-tailed t-test to test the null hypothesis that the population 
mean is the same for both groups.  This test was performed with unequal variances to avoid 
making the assumption of equal variations within the two groups.   
In addition, we used ANOVA to compare the satisfaction of male and female entrepreneurs 
when profits were below $24,000 per year in the first three years of the study.  Note that an 
analysis of profits of $12,000 and $48,000 produced similar results.   
Results 
Table 1 shows the demographics of the male- and female-owned firms.  Female-owned firms 
make up 43% of the CAUSEE database of young firms in Australia.  There are significant 
differences by industry with female-owned firms significantly more prevalent in retailing (p < 
.05), while male-owned firms are more prevalent in construction (p < .001).  Male-owned 
firms were more likely to be incorporated than female-owned firms (p < .01).   
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Table 1: Firm demographics 
 
Male owned 
firm 
Female owned 
firm  
Number of firms 333 236  
Percentage 57% 43%  
Industry    
Retailing 5% 13% * 
Hospitality 2% 3%  
Health, education & social services 6% 15%  
Manufacturing 7% 5%  
Construction  16% 7% *** 
Agriculture 6% 6%  
Mining 1% 0%  
Wholesale 3% 4%  
Transportation 4% 2%  
Utilities 0% 0%  
Communications 4% 3%  
Finance 2% 4%  
Insurance 0% 0%  
Real Estate 2% 2%  
Business Services 1% 1%  
Other 15% 12%  
 100% 100%  
Number of employees 2.0 1.2  
Type of Legal Organization    
Sole Trader  51% 53%  
Partnership 10% 15%  
Company  35% 25% ** 
 100% 100%  
* p < .05, ** p < .01, *** p < .001 
Table 2, which reports the owner’s goals and resources, shows that male and female business 
owners have the same levels of education, but as found in other studies, significantly 
different: industry work experience (p < .001); management experience (p < .01); experience 
starting other businesses (p < .05); and number of businesses currently owned (p < .05).  
Hypothesis 1a is that female entrepreneurs are more likely to aim for business manageability 
compared to male entrepreneurs.  Although 85% of females aim for manageability compared 
to 73% of males, the difference was not significant.  But hypothesis 1b, that female 
entrepreneurs are less likely to aim for business growth compared to male entrepreneurs, was 
supported (p < .001).   
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Table 2: Owner’s goals and demographics 
 Male Female  
 N= 333 N =236  
Goals    
  Large as possible .26 .13 *** 
  Manageable .73 .85  
Resources    
  Hours per week 51 41 *** 
Owner's education    
  High school/Some high school 35% 33%  
  Trade/Some College  25% 22%  
  University Undergraduate Degree  21% 26%  
  University Graduate Degree 15% 15%  
  None of these 4% 4%  
 100% 100%  
Owner's experience (years)    
  Industry work experience 18 11 *** 
  Management work experience 22 13 ** 
  Started other businesses (number) 2.7 0.6 * 
  Currently own other businesses (number) 1.3 0.2 * 
* p < .05, ** p < .01, *** p < .001 
Hypothesis 2 proposed that female entrepreneurs will work fewer hours per week than male 
entrepreneurs.  This was supported with females working 41 hours per week and males 
working 51 hours per week in the business (Table 2: p < .001).  
Table 3 reports the performance indicators by gender of the majority owner of the firm.  As 
ca be seen from the results provided, hypothesis 3a was supported with firms owned by a 
female having significantly fewer total assets than firms operated by a male (Table 3: p < 
.05).  Hypothesis 3a also proposes that firms owned by a female earn lower profits than firms 
operated by a male.  This was supported in year 1 with male businesses earning $88,187, 
while female businesses earned only $48,720 (Table 3: p < .05), but over the three years of 
the study there was no significant difference in profits.  Hypothesis 3a further proposed that 
firms owned by a female will have a similar return on assets compared to firms operated by a 
male.  This was supported with no significant differences between the male- and female-
owned businesses for ROA in years one to three.  Finally, as proposed in hypothesis 3b, there 
were no significant differences in the survival rates for the female- and male-owned firms.   
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Table 3: Performance indicators by gender of majority business owner (N=569) 
 Male owned 
business 
(N=322) 
Female owned 
business 
(N=247) 
 
Quantitative    
  Assets yr 1 $262,127 $76,399 * 
  Total assets yrs 1-3 $313,367 $229,861  
  Profits yr 1 $88,187 $48,720 * 
  Total profits yrs 1-3 $192,073 $169,802  
  ROA yrs 1-3 9.3 12.2  
  Sharpe ratio yrs 1-3 222 194  
  Survival rate to year 3 93% 93%  
* p < .05, ** p < .01, *** p < .001 
In hypothesis 4 we proposed that female entrepreneurs are more likely to be satisfied with 
their business outcomes, even when business performance is low.  Although there were no 
significant differences in satisfaction with profits, sales, cash flow or growth in firm value 
from years 1 through 3 (See Table 4), when profits were below $24,000 per year the female 
owners were significantly more satisfied with profits than their male counterparts. This 
finding supports hypothesis 4. 
Table 4: Satisfaction with outputs by gender of respondent 
 
Male 
Respondents 
(N = 333) 
Female 
Respondents 
(N = 236) 
 
Satisfaction with profits (yr 1) 3.3 3.4  
Satisfaction with sales (yr 1) 3.3 3.4  
Satisfaction with cash flow (yr 1) 3.2 3.2  
Satisfaction with growth in value (yr 1) 3.2 3.2  
Satisfaction with profits (yr 2) 3.0 3.3  
Satisfaction with sales (yr 2) 3.2 3.3  
Satisfaction with cash flow (yr 2) 3.0 3.2  
Satisfaction with growth in value (yr 2) 3.2 3.3  
Satisfaction with profits (yr 3) 3.0 3.2  
Satisfaction with sales (yr 3) 3.1 3.3  
Satisfaction with cash flow (yr 3) 3.0 3.1  
Satisfaction with growth in value (yr 3) 3.2 3.3  
Satisfaction when profits below $24,000 p.a.    
- Year 1 3.1 3.2  
- Year 2 2.6 3.0 ** 
- Year 3 2.6 2.8 * 
* p < .05, ** p < .01, *** p < .001 
Discussion 
The differences we found between male and female entrepreneurs and their firms across 
goals, resources, performance and satisfaction with performance is largely consistent with our 
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expectations based on goal setting theory.  Female entrepreneurs are less motivated by 
business growth, invest less time developing their businesses and, as a result, when profits are 
lower they are more satisfied with their profit performance than their male counterparts.  This 
is consistent with prior qualitative studies indicating that female business owners express the 
need for greater flexibility and manageability of their firms (Cliff 1998) to balance family and 
work responsibilities (Buttner and Moore 1997; Jennings and McDougald 2007; Kepler and 
Shane 2007).  It is interesting to note that despite investing less time in establishing their new 
businesses the female owners achieved similar performance outcomes in terms of return on 
assets, compared to the male owners.  This is an area that future research could usefully 
explore further.   
Given that female entrepreneurs are more interested in balancing family and work, it makes 
intuitive sense that they would be more satisfied with their business outcomes when profits 
are relatively low, than their male counterparts.  However further research is needed to 
identify more specifically the range of goals male and female entrepreneurs are pursuing and 
how they use their goals to evaluate new firm performance.  It is possible that if a female 
owned business grows too quickly the female entrepreneur may rein in business growth, or 
leave the business all together, in order to meet her family responsibilities.   
These findings also challenge the ideas of opportunity and necessity entrepreneurship, 
particularly with respect to female entrepreneurs.  The central criteria of an opportunity might 
be its ability to fit the broader goals of the entrepreneur (particularly with respect to family 
commitments).  This means that another category, in addition to opportunity and necessity, 
might be needed; and perhaps this category could be called goal driven entrepreneurship to 
identify entrepreneurs who start a business primarily to achieve personal goals.  
Alternatively, the definition of opportunity entrepreneur could be broadened to include 
opportunities to achieve personal (as well as business) goals.  
The theoretical implications flowing from this work indicate that the study of gender 
differences in entrepreneurship should focus more on the goals and goal achievement of both 
male and female entrepreneurs, rather than primarily focussing on the firm’s financial 
performance.  Since most studies have been predominantly of male businesses, more research 
is needed on women’s business issues, in particular the different ways women strategize and 
conceptualize their businesses.   
The managerial implications of this work indicate that the provision of entrepreneurship 
services and training should take account of the different motives and expectations of women 
entrepreneurs compared to the majority of male entrepreneurs.  While there would be extra 
cost involved with developing tailored services for women entrepreneurs, indications are that 
such specialization might be justified by client needs.  
Finally, it should be noted that, despite the excellent data source employed, this research is 
limited by having been conducted in only one country, Australia.  It would be useful if 
similar research should be conducted in other countries to see if our findings are replicated 
with a different sample of female and male business owners.   
Conclusion 
This research questions how differences in the business goals of male and female 
entrepreneurs affect their resources, business performance and satisfaction with their 
business’s performance.  We found that, compared to male entrepreneurs, female 
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entrepreneurs are less interested in business growth, invest less time in developing their 
businesses, and are more satisfied with their profit performance when profits are low.  This is 
consistent with prior qualitative studies indicating that female business owners desire greater 
flexibility and manageability of their firms so as to be able to balance their family and work 
responsibilities.  We suggest that, in future, the dialogue on firm performance should include 
an analysis of the entrepreneur’s achievement of personal as well as financial goals. 
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